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How to Gain
Momentum During
Challenging Times
With Your Digital
Marketing Program
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7( Meet the Presenter

MELISSA SMALLEY
SENIOR STRATEGIST
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Get tips for
positioning your
digital marketing
strategy

¥ FOcus

Learn to personalize
your virtual sales
experience

Explore different
tactics to create your
30-90 day plan



¥ BASICS

Lifecycle Marketing & ,

the Buyer’s Journey \




How People Search

When | search U (6 WHET =" LANDING PAGE / CALL TO

e I might find: WEBSITE: ACTION BUTTON:
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Marketing & Sales Funnel
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Ongoing Optimization
Marketing Essentials for Results



Lifecycle
Marketing

The process of providing your

target audience with the kinds
of communications and

as they move from
prospects to customers then,
ideally, to brand advocates.
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¥ Build Your 30- : =
90 Day Plan b




Fundamentals

@
@
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Who is your IDEAL customer (persona)?

What are the top 5 things your customers ASK you about?

How does your customer FIND you?

Why does your customer CHOOSE you over someone else?

What makes your service or product DIFFERENT and UNIQUE from your
competition (competitive advantage)?

What is the the BIGGEST concern your customer has TODAY?



Build Your Plan

'Business Name

| Goalfs):

| Goal(s):

| Tactic/Action

 Digital Advertising

| Google Smart Campaigns
' Facebook Advertising

Concept/Campaign

| Website

i Social-Organic

Persona

Notes

1

June _
8 15 22 29

[l

90 Days
July
13 | 20 | 27 |

3

10

August
17 24 31



¥ Tactics




TIP 1: Digital Advertising ¥
|

a Google Smart Campaigns

a Facebook Advertising

e Retargeting



Google Smart Campaign

What Is It?

Automatically optimizes your ads based on data to meet your
goals

Highlights your services and products (utilizing your Google
Business Profile listing and website)

Minimal ongoing management

Budget?

Cost-effective for small businesses
Starts with a $150 budget per ad



Google Smart Campaign Example

Comprehensive Insurance | Protect Yourself on a Budget | Get Your Free Quote
Today

www.example.com/insurance

Get affordable & trustworthy insurance. 10% discount on all online quotes. Easily compare insurance plans
side-by-side in just a few seconds.



Facebook Advertising

Reach thousands of people at a fraction of the cost of
traditional print, television or radio advertising

Easily see RO

Open doors to communication with potential
customers



I
‘( : ) Brand Awareness Ads
I

()  Otterbein SeniorLife
Sponsored

e Place branding in - - |
g Join Camille for a tour of this unique one-bedroom deluxe patio
home. This home features a large bedroom, a spacious walk-in
fro n t Of p Ote n t I a | closet, a spacious bathroom with a walk-in shower, a four-season
room with cathedral ceilings, a half bath, and a one-car garage

C u Sto m e rS | I ke |y tO with extra storage. All utilities are included with our patio homes,

as well as maintenance-free living. To schedule a visit for this

buy from the Tty
company |

e Establish a following

e Ad Recall Lift Metric

OTTERBEIN.ORG

Independent Living | Cridersville Ohio Learn more
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‘ @ Traffic Ads
I Q Otterbein SeniorLife

Sponsored

What are the benefits of living in an apartment in a senior
community? Think convenience, social interaction, safety, and

I Nncrease VI S ItS to yo ur cost savings. We've rounded up a few examples in the blog below.
website or app

Shown to customers
who will likely take
action when they
arrive

BLOG.OTTERBEIN.ORG Learn More
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@ Messenger Ads
J

e Cenerate leads

e One-to-one
conversations with
customers

e Offer support and
answer questions

C} Jasper's Market
[« .2

Receive 20% off your entire purchase when you visit
us anytime in September!

Come check out some fresh,

local produce for 20% off! -]
Oniy valid for September
Q%0
e - -~
S —
B

L]

T 12:00 PM
Jasper's Markat
< Recent ;

Jasper's Market
500% people like this

Hi there! Here's your coupon

for 20% off when you visit us

this month. Just show it to us
@ at checkout: SUMMERSALE

100% -

Manage

| Find Nearby Store Hours )

f\




1. A potential customer visits 3. They later check their social media,
your site but leaves without and you capture their attention back
converting. with ads about the products they

viewed earlier.
2. You create a retargeting 4. You convert a

campaign on social media to prospect into a
win them back. customer.




USER LATER SEES THIS AD ON

USER VISITS LOCATION
PAGE ON THE WEBSITE THEIR FACEBF(E(;::()/INSTAGRAM

Blog Donate Careers Shop Contact SubscribetoOurNewsletter [SeyanlVEFAVCS

( _.Ot!:erbeln WheretoBegin  SeniorLife Options  Services ~ About  FindalLocation ) Lsebein Savort its

enior Sponsored (demo) - @

Live retirement your way in a beautiful lakeside setting. At Otterbein
/St Marys SeniorLife St. Marys, you'll find a wide variety of independent living
options to suit your lifestyle, including:

« Cottages and duplexes
« One- and two-bedroom patio homes.
« Brand-new Waterfront homes with luxury features.

Explore Homes at Otterbein
SeniorLife St. Marys

PLAN YOUR ViSIT!

ST. MARYS

11230 State Route 364

St Marys, Ohio 45885 See Independent Living

Options at St. Marys

Main: (419) 394-2366

Toll-free: (800) 628
Apartments, patio homes,

luxury Waterfront homes,
and more.

Marketing: smmark
Fax: (419) 394 2367

See Floor Plans »




TIP 2: Search Engine Optimization 3
I

a On-Page SEO
a Off-Page SEO

e [echnical



On-Page SEO

ABOUT

Independent Living at Otterbein

Your Independence Begins with Choices for Wellness

Whether you choose a maintenance-free patio or ranch home, duplex. or apartment at any of our spirited SeniorLife Communities,
Otterbein independent living keeps you in the best of health.

Countless activities await you every day. At Otterbein, there's always something to do to enrich your spirit and brighten each day. Our fitness
equipment tones muscle. Our exercise classes keep you supple. Spiritual services enhance your life enrichment experience. Our scenic

walking trails provide sun, fresh air, and a spiritual lift. Weliness choices are many at Otterbein!



ply in a few minutes

Hello! How can | help you today?

Write a message




Watch Full Video

BriBads

i . Should|
Request Pricing for a - % it out

Fiberglass Pool O this form?

Request Pricing

Our PFGMEJG{O \4}
Wotch this

SOCIAL MEDIA

THE AURORA AT OTTERBEIN:
LUXURY ASSISTED LIVING . IR



https://www.riverpoolsandspas.com/request-a-fiberglass-pool-price

- X-X-]

AR

o Conversion Rate Optimization

Presbyterian Homes

i e 3 The Answers You Need to Plan for Your Future

The Answers You Néed to Plan for Yo r‘FGlee“

Get your comprehensive guide to costs at Lake
Forest Place

Get your comprehensive guide to costs at Lake Forest
Place

VARIANT A VARIANT B



Off-Page SEO

Google Business
Profile

Easily connect with
customers across
Google Search and
Maps.

Update contact
information and hours

Reviews

Otterbein Pemberville
SeniorLife Community

pY s|jIARqUBd

See photos

Otterbein Pemberville SeniorLife
Community

Website Directions Save call
4.4 + k4 98 Google reviews

Retirement community in Wood County, Ohio

Address: 20311 Pemberville Rd, Pemberville, OH 43450
Hours: Closed - Opens 9AM Mon ~
Phone: (419) 833-7000

Appointments: otterbein.org Providers ®

Check insurance info

Suggest an edit

Products View all

Post-acute Care a...
Respite Care Memory Care Rehabilitation

Respite Care Memory Care
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% Google Business Profile: Posts

Event Offer
SURVIVE & THRIVE:

How to Quickly Pivot
Your Marketing for
Restart Ohio

Updated Apr 20, s
- p Posted just now

PANDEMIC: Seize
the Opportunity to
Grow your Business
with Ecommerce!

. essentials

SURVIVE & THRIVE
The current pandemic has disrupted normal buying habits. But your customers . y : Py .
haven't gone away! They still need what you're selling - but now they have to seek May 27,12:00 PM - May 27, 1:00 PM FREE 30 Minute D'gltai Marketl f'lg COT‘ISU".
it out online. In our latest webinar, get tips from Pachamama Market Owner -
Lindsay Woodruff and our in-house experts on how to establish a successful Let us help you take the guesswork out of marketing and May 26 - May 29
online store sales in the new economic landscape. In this interactive
workshop, we'll guide you through building your 30- and 90- REDEEM ONLINE

day marketing plan as you prepare to return to growing your
@ 2views 1 0 clicks «§ Share post :

Valid 5/26 2020 - 5/29 2020




Google Business Profile: Direct Messages

Marketing Essentials, LLC
5.0 (14)

Marketing agency in New Bremen,
Ohio - Open

OVERVIEW UPDATES SERVICES REVIEWS J | need a new website. Can you help
4

@ me?

0 ® ©

CALL MESSAGE  DIRECTIONS  WEBSITE Yes we can! Please take a look at our
Website Design & Development page
to learn about our web design

14 N Washington St, New Bremen, ’ SeVices

OH 45869

Monoa St EManteest
New Bremen

. If you're interested in learning more,
Open’Closes 430PM v we offer a free 30-minute consultation
where we can look at your current
website and offer expert insight and
suggestions. You can sign up for that
at the bottom of the page or feel free
REVIEWS FROM THE WEB to message us back and I can help set

that up for you.

Contact us now

5/5  Facebook

1 min + Sent

QUESTIONS & ANSWERS
@ Sending as Jessica Lammers

@ Be the first to ask a question
0 [rype message




Organic Social

e Social profiles rank in
search

e Social channels act as
search engines too!

mktgessentials.com ~ ©

Marketing Essentials | Digital Marketing Agency, New Bremen ...
We're a full-service digital marketing and sales agency in New Bremen, OH. Learn how we can
help drive traffic to your website, generate leads and grow sales.

Team - Careers * Contact - Recruitment Marketing

mktgessentials.com » About ~

Our Agency Team | Marketing Essentials
Learn more about the team at Marketing Essentials, an inbound digital agency. We're innovative,
creative and little quirky, too. Experts in strategy, website UX ...

mktgessentials.com » About ~

Digital Marketing & Sales Careers | Marketing Essentials

Join the Marketing Essentials team. Careers in digital marketing, sales, web development,
design, writing, SEQ, social media. A fun, flexible & diverse agency.

Missing: #e | Must include: llc

www.facebook.com > Places > New Bremen, Ohio ~

Marketing Essentials, LLC - Home | Facebook
Marketing Essentials, LLC - 14 N Washington St, New Bremen, Ohio 45869 - Rated 5 based on 8
Reviews "Marketing Essentials recently designed the website...

Rating: 5 - 8 votes

web.sidneyshelbychamber.com » Marketing-Essentials,-... ~

Marketing Essentials, LLC
Marketing Essentials, LLC | P.O. Box 114, New Bremen, OH, 45869 |

www.linkedin.com > company » marketing-essentials-lic

Marketing Essentials, LLC | LinkedIn
Marketing Essentials developes custom marketing solutions to businesses of all sizes located in
Lexington, South Carolina and beyond. We offer an extensive ...
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Organic Social Video

e Personalized way to
get to know the
company

e Visually provide
iInformational
content

e LIVE video

9:08

< Watch

For you Live Reels Music Gaming

e Otterbein Lebanon SeniorLife... -« Follow
(%)

Otterbein SeniorlLife partners showed our stripes today
at work! %= % "~ Whodey!! =~ § 4= ... Cincinnati
Bengals !!!

F




Technical SEO

Site Speed SSL Security Mobile
o d - Responsive

o Test results
67 20 MB @ https://mktgessentials.com
Page loading issues VIEW DETAILS
.. X
Connection is secure
Load time Requests Your information (for example, passwords or credit TRslecianil st SR e
1.21s

87 card numbers) is private when it is sent to this Page is mobile friendly @

. This page is easy to use on a mobile device
site. Learn more




TIP 3: Email Strategies 3
]

What are 2 different types of emalil strategies that require
the least amount of effort for a return?

#1 Welcome Emails: Nail your welcome email / first response
Personalize and set the tone
Your customer showed interest; be sure to return the favor.

#2: Keep customers engaged with ongoing campaigns
Nurture Campaigns - keep them engaged
Always provide value to them



Welcome Email Monthly eNewsletter

Ke e p I n g /l You’re Invited: How Offline
It CI e a n / Simulations Can Streamline

Your Robot Programming

WELCOME

Process Webinar

See how offline robotic programming
can help you add new robotic weld

Thanks for signing up for our intormational newsletter! Wae're excited 1o start sharing Hi Subscriber,
heiphul tips and information with you.

production faster without interrupting
existing productivity.

Register Here

Distributor Corner:

Thanks for joining us for Keeping It Clean again this r

what you'll find inside from Brent &

PioneerlWS and Pandemic
I i ] Relief Efforts

i
%\, :

Ind Trends: COVID-19 Your Turn: Show us how
Industry Trends: =19 you're using

Everything is changing right now. But what should ! gojutions

This month, we're applauding
customer PioneerlWS in Dalton, Ohio,

for their production of field hospital

cots for the pandemic effort.

LAA

years ahead? Hear from four industry experts as thé  check out our Instagram page to see

how @gsi_derik programmed his
Read More DAIHEN robot for stitch pulse welding.
P.5. Love beautiful welding 7 Check out gur nstagram channel fo see some of the best.
Tag us in your next Instagram post and

we could feature your photo in an
upcoming newsletter.




TIP 4: Virtual Sales 3(
J

a Be responsive

a Personalize

e Deliver Value (don't sell)



M Responsiveness & Being Helpful

e Respond in minutes, not days

e Utilize automation

e Bring immediate value and be
helpful

“Firms that tried to contact potential customers
within an hour of receiving a query were nearly
seven times as likely to qualify the lead ... as those
that tried to contact the customer even an hour
later — and more than 60 times as likely as
companies that wait 24 hours or longer.” -Harvard
Business Review

| also wanted to send you a link to our Digital Marketing & Sales blog.

It's an entire library of articles on marketing strategy, lead generation, sales enablement,
email automation and lots more. There are quick tips and videos. You don’t want to miss it!

Best,
Tyler Louth
CHIEF OPERATING OFFICER

marketing 0:0 essentials

p: 419.629.0080 e: tylerl@mktgessentials.com
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@ Personalization
1

L —
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marketing 0"0 essentials

Hi There!

Hello Haley,

When done correctly, a strong digital marketing strategy will greatly benefit any business.

Personalize your emails
And | get it. Modern digital marketing is complicated and constantly changing. by Se n d i ng a Vid eo

That's why | wanted to share with you our recently released Digital Marketing Checklist messaqe
2019. It's a cheat sheet of 50+ questions, tactics, trends and digital strategies today's -

marketers are using.

Hint: If your digital marketing strategy isn't increasing your sales or website traffc,
chances are you're not doing something right (or maybe you're not doing it at all).

Use the checklist to mark what you are currently doing to see where your gaps and
best opportunities exist. O, if you're not doing any digital marketing, use the checklist to
help determine the best place for you to start.

Here's to uncovering opportunity!

Ratty Clsco, MBA ersonalize your greeting and sign off with a
market\ngozoessentials

| s — picture of the sender and his/her role in the
0000 company.

Link to social channels

that show the life of the
company.



TIP 5: Direct Mail Integrated Nurturing 3

SWING INTO ACTION!

MAKE A DIFFERENCE FOR OLDER ADULTS.

019 GOLF Class)c
¥ & eenenringl
THE GENEVA FOUNDATION'
OF PRESBYTERIAN HOMES,

MONDAY, SEPTEMBER 16, 2019 | SKOKIE COUNTRY CLUB IN GLENCOE, ILLINOS

Direct Mail

Presbyterian Homes

HITEST,

terest in this year's Classic. We very
much appreciate your support of the Geneva Foundation. Over the nex! few months, we
will be i touch with more information on this years outing.

Unti then, take a ook at how the Geneva Foundation inspires, sirengthens and supports
each other in the Presbyterian Homes community.

‘About The Geneva Foundation
Allthe best
@Presbyterian Homes
8707 Skole Boulevard, Suite 400
Skokie, IL 60077

Thank You Email

CALL OR EMAIL US TODAY TO
SECURE YOUR SPONSORSHIP AND REGISTRATION
FOR THIS EXCLUSIVE EVENT!
For more information, contact:
Lisa Schiro, Senior Director of Development
(847)979-3922 | Ischiroapresbyterianhomes.org
2019 GOLF COMMITTEE

Todd Swortzel (Chair), Nadim Ab-Antoun, il Carney, Dick Hoffman, David Michael,
Jon Taky, Nancy Tolan, Jon Trapp, Bob Werdan, Shana East, Karen Normandt, Lisa Schiro,

THANK YOU T0 OUR MAJOR SPONSORS

A soune, QK

Assurance

PRESBYTERIA
GENEVA FO

Learn More About Sponsor Tiers

Complete the form to stay informed on our upcoming 2019 Golf
Classic.

Thank you for your interest in the Geneva Foundation's 2019 Golf Classic
Stay tuned for more updates as they develop.

S

Form Response - Thank
You

In Appreciation of our 2018 Golf Classic

%Geneva Foundgtion

_2018Golf Classic |

2019 Golf Classic
Sponsors and Participants ey S 16,2013

Dlarmed sisom

Landing Page

Learn More About Sponsor Tiers

s 019 Golf
Classic.
First Name* Last Name
TEST @ | TEST
Company name Emair
TesT TEST@nmkigessentials com

Form



BUILD YOUR PLAN

Business Name

Goal(s): 90 Days
Geal(s): June July August
Tactic/Action Concept/Campaign Persona Notes 1 /8|15 22| 29 6 13 20 27 3 /10 17 24 31

Digital Advertising
Google Smart Campaigns
Facebook Advertising

1

Website

Social-Organic




Q&A

Ask Me Anything...

u



TAKEAWAYS

e Listen tothe changing needs of your audience and adapt your plan
accordingly.

e Use your budget and time wisely.

e There is no quick fix to generating or nurturing business; you need a
holistic view to ensure you're using the right personalized content, in the
right channels, delivered at the right time to attract your ideal customer.



marketing % essentials

Thank You!
S

419.629.0080 + connect@mktgessentials.com


mailto:connect@mktgessentials.com
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